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FOR: ( G.P.I. Computers Canada Li 
8 Curlew Drive 


Don Ss, Ontario. 


FrOvi: Kieran, Lang Associates, 
333 Bloor Street, West, 
Toronto 5, Ontario, 


FOR RELEASE IMMEDIATELY ¢ 

Toronto, October 3lst, 1963 -- For the first time in the 
history of the computer industry, a complete line of computers will 
be marketed by franchised sales representatives -- a method long and 
profitably employed to sell automobiles, appliances, and other fam- 
iliar products. 

G.P.1. Computers Canada Ltd., a major computer supplier, 
has appointed R.O.k. Associates Ltd., of Toronto, as franchised re- 
presentatives to market its three low-cost computers to business, 
scientific, industrial, and educational concerns. 

The computer line includes the new and fast-selling LGP-21 
suitcase-sized computer, the popular LGP-30 desk-sized computer, and 
the medium-sized RPC-4000 computing system, 

R.O.«k.», has offices in Toronto, Montreal and Ottawa, and 
sales engineer coverage of both Western and iiaritime Provinces. 


The firm specializes in marketing of measurement and other electronic 
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implementation equipment to scientific and industrial users. 

The new franchise marketing plan will enable General Preci- 
sion to increase its Canadian sales coverage in the rapidly growing 
market for small computers, according to Peter H. Buckley, vice 
president and general manager. 

General Precision previously marketed its computer line 
through a nationwide sales staff--the traditional method of market- 
ing computers, 

"The almost overnight success of the LGP-~21 computer con- 
vinced General Precision management that the market for small, low- 
cost computers has scarcely been tapped,” Buckley said. "With the 
franchise marketing plan, we have a dynamic and low-cost means to 
fully penetrate and capture a significant share of that market.” 

Buckley said deliveries of the solid-state LGP-21, 
introduced officiailv less than six months ago, have already passed 
the 50 mark in the U.S.A., and that the initial Canadian renie 
have been proportionally high, 

The franchised representatives are free to concentrate 
wholly on new sales, General Precision backs up the representatives 


with an expert staff of field applications analysts, field service 
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engineers, and a home-office task force that explores and trouble- 
shoots new marketing areas, This service staff has been built up 
over the past several years to support the LGP-30 and rRPC-4000 
sales program, 

R.O.R. Associates will also handle peripheral equipment, 
such as input-output devices, that are produced by other manufac- 
turers and are compatible with General Precision computers. This 
provides an earnings potential previously unavailable to staff sales- 
men. it will also result in lower prices to customers because a 
single representative will market all computer equipment needed for 
an installation. 

For example, franchised representatives will be able to 
offer the following input-output equipment with the LGP-21: A 
paper-tape reader and punch, several kinds of electric typewriters 
for printed output, a numeric input unit, an oscilloscope display 
unit, and several other standard peripheral products, 

Several factors influenced the selection of the franchise 


marketing plan. Buckley cited the following: 
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First, computers are inexpensive enough today to be mark- 
eted by regional representatives in business for themselves, Ten 
years ago, a computer with a capacity of the LGP-21 occupied an 
entire room and was very expensive. In effect, only a large com- 
puter firm had the capital andfacilities to market its own equip— 
ment. 

Second, computers such as the LGP-21 are small enough to 
be carried to a customer for demonstration. The LGP-21, for example, 
weighs only 90 pounds and can be transported in a station wagon. 
Expensive display and demonstration rooms in every big city in 
Canada-traditionally a factor contributing to high overhead costs-—- 
are no longer necessary. The saving is passed on tothe customer, 

Third, knowledge about computers and their applications 
has become so widespread that there are men in all corners of 
Canada who are qualified to sell computers, 

Success--past and future-~ of the LGP-21 in the small 
computer market is attributed by Buckley to a combination of 
characteristics: (1) An unusually large memory capacity (4096 


words) for a small computer, (2) a huge input-output capability 
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that enables the LGP-21 to be used in a wide range of applications 
formerly restricted to larger, costlier computers, (3) an extremely 
low basic price of $17,880 (price less input-output device), making 
the computer economically feasible for many smaller firms, and (4) 
availability of a library of more than 500 programs, 

The LGP-21 has already been installed in small firms to 
perform many new applications. In addition, large companies are 
finding the computers attractive for single and multiple-unit pur- 
chases, 

The two computers complementing the LGP-21 will provide 
R.O.R., Associates with a depth of computer capabilityto offer 
customers. 

The LGP-30, installed for use in a record 483 applications, 
is in strong demand as a “reduced-price, renovated” computer. It is 
available in a variety of rental and purchase plans. The LGP-30’s 
memory capacity is 4096 words. 

The RPC-4000, a medium sized computing system with an 8008 
word memory, has been purchased for use in more than 100 installations 
and we can solve many larger engineering, scientific, and business 


problems, 


Oe tae alist nA 


i 


? , tne , i 
iy iv ; ‘ d be gt { 1 rn i" ut Peat 7 1 
fo is hy V MA 2 fat f Ti i, Rail ~_ ‘yes ad ay. be a . ' : = al eo 
wy } ’ t ate , . DPA ee Vv te FAD 24 Mua a i, a ih } Tih 8 f ela bere 
j a b yD a! } r i ui ; 2 vt 
} J 
i J 
Li ’ ft 
he he ie | 
£,°@ 
’ 
’ 
eS 
eb 
bal 5 iF a 
‘2 
f ibe A 
‘ ‘ ds 
r ; ' 
} f ei | + 
f 7 % ei bowas aly: ‘i i Pehl ee ema 
hs ci du Aha A de spat 4 a ee pA ids oe ; 
f ' Marcu COG > a | 


eh uti A? A te t ‘ 
Ue): i ares ) 
ile + ae Re 
SAMA Nes rd wot oMee bea 
ia iy ae; (fos aoe ea ; 

ee eae ; yon vine Ago ler Dine. 

ri ey i , 

eres H ‘ ’ 


Among companies already using the LGP-21 are civil- 
engineering and construction firms (for engineering and business 
applications), petroleum companies (for bulk-oil billing and 
process-control applications), optics firms (for design applications), 
and large and small engineering and scientific firms (for a host 
of engineering applications). 

Barely tapped, Buckley said, are the educational market, 
the route-distribution market (route-accounting applications), and 


other markets soon to unfold, 


-- 30 ~—- 


pul Ya i h 


ok aah doin 


5 WM ikevle i i 
ai eal Aes ia i, j hat t 
f Mir ' , { ( bi i ve ) ret 
, j 
“i ak bia el a alt eae wee 
; Tae hatay 2 eMhig hh ahatin emia Fy ok a tee ti 1 t 
fine et NS cae ET 
i : i 
| , Ay eer Ro Sew eae Fy 
: ty ¢ A ‘ . Yi) nh { » hig it na #¥ LB . 
’ , . 
q i « Vy 
] | el WTA Me ) 
) } or ee i Le iy 
ane 7 1 Chath PE ue RR ie te pe ae Me % aie a sui) 
2 ie . | . 
: ies 
ae er. 
bias oi 1 Roo 


at 
td ale fe! 

I Be {ati ra 
vas. ty, 


a ay " 
ua) 


